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EATON BURLAP PAC 


Medium weave burlap 3 ft. wide in 4 packaged lengths 
or bulk rolls. Useful for gardening, crafts, decorating 
and many other household jobs. Ideal for controlling 
gypsy moths. Free instruction folders in each display 
carton. EATON BROTHERS CORP., P.O. BOX 60, Ham- 
burg, NY 14075. Phone 716-649-8250. Toll free 
800-433-3244. 
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MAC-PAK BAMBOO RAKES 


The attractively-engineered MAC-PAK quality bamboo 
rake gives the consumer his best value plus these 
valuable features: Free floating tines for longer wear, 
Twice supported outer teeth for greater strength and 
flexibility, Rustproof and rivited metal parts, Rounded 
crosspiece ends for safety. Retail prices range from 
$3.19 to $9.89. Full distributor and dealer margins. 
McHutchison & Co., 695 Grand Ave., Ridgefield, NJ 
07657. 
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McGUIRE’S SPRING STEEL 
LAWN RAKE 


McGuire's continuous-tine design steel rake is pro- 
duced from high quality steel in popular 18” and 24” 
sizes. Rakehead is riveted together for easy and per- 
manent assembly. 54” hardwood handle bolts to rake- 
head with stop-nut to prevent loosening. Coil spring 
distributes raking pressure evenly. THE GEO. W. 
McGUIRE CO., INC., P.O. Box 19, Whitestone, New 
York 11357. 
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Turnkey system: computer software tailored for 
dealers. By Scott Nesbitt. 


Packaging winners. 


Warehouse retail expansion quickens. Many fitting 
lawn and garden into giant 70,000 square-foot store 
alongside other DIY products with fast-turn poten- 
tial. 

ABCs of mulches. 

Relandscaping: new opportunity for retailers, land- 
scapers. Cost of new housing turns home shoppers 
away from the new units and into DIYers or custom- 
ers for landscapers to beautify grounds of older 
residences. By Tim Kelly. 


Planning °85 Expo. Exhibit space expanded: 
seminars focus on profits. 


How buyers rated Expo 84. 


Manufacturers’ shipments up 12.8 percent. (See 
Power Equipment Report) 


Chemicals, fertilizers: $1.5 billion market. 


Geographic breakdown of America’s gardeners. 





FEBRUARY 





Pace-setting garden centers: their style shapes the in- 
dustry. By Susan L. Anderson. 


Leading garden centers predict continued growth. 
Daily seminars educate gardeners. 

Have walk-behind mowers hit a price barrier? 
Although retail price increases in 1985 are minimal, 
mower manufacturers are concerned about the ef- 
fect on sales and profits. 

ABCs of electric equipment. 

Product Movement Report, fall 1984. 

How England builds lawn and garden leadership 
role. An international trade show, trade associations 
and a six-month garden festival added momentum 


to British industry in 1984. By Wendall Burns. 


Circular promotes business. (See Marketing in Ac- 
tion) 


Ken Melrose to keynote OPEDA meeting. (See 
Power Equipment Report) 


Selling riders, tractors: target marketing is the game. 
By Scott Nesbitt. 


Chemical debates yield new crop of products. By 
Steve Trusty. 


One major supplier’s view of the pest control future. 
ABCs of birdfeeders. 
New hype for summer gardening? 


Dealers rank tasks for computers. (Sce Power 
Equipment Report) 


PPEMA endorses Expo 85. 


Pros and cons of seven media categories. (See 
Advertising) 
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Product Movement Report, winter 1984-85. 
Fall’s best sellers. 

9 of 12 OPE categories show increases. 

8 categories up, bulbs lead all. 


ABCs of rodenticides. 


Fall planting gains but more media support is 
needed. 


Panel of gardeners report purchases. 


“Improve Productivity.” OPEDA members are 
urged to look at their own firms, at government and 
at dealers to identify barriers to improved produc- 
tivity. 


Small town nursery generates big sales. (See 
Marketing in Action) 


Chainsaw firms on the move. Will new standards 
spur chain sales. (See Power Equipment Report) 


Managing co-op profitably. By Al Larranaga. (See 
Advertising) 





JUNE 





Think gifts. Who says that lawn and garden doesn’t 
lend itself to Christmas selling, that consumers don’t 
think chainsaw gifts, that no one would buy a spa 
from a garden center? These three lawn and garden 
retailers say, “It just isn’t so!” 





and easily. The SIC Starter Analyzer offers: 

* Complete Starter System Analysis. 

+ Simple Hook-up. 

+ Built in Misuse Protection. 

- A Battery Tester. 

+ Optional Battery Charging Capability. 
For info. on the {ull line of small engine 
testers. call or write for our brochure. 
Distributor opportunities available. 


KADCO USA 











ANALYZE YOUR PROFITS 


with the SIC Starter Analyzer. Fixing small engines faster, makes your profits 
grow faster. Eliminate the guess work from small engine repair q qutty 


9 Granger Avenue, Saratoga Springs, NY 12866 (518) 587-2224 


State of the art 
engine testing. 
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New study analyzes trim-a-tree space, dollars. 
ABCs of watering equipment. 

Winter sales report. Data on sales and outlook, 
based on an LGM survey, covers trim-a-tree, snow- 
removal equipment, logsplitters, birdseed and 
feeders, and more. 


Financing inventory: what’s your strategy? By Steve 
Trusty. 


NMC nears $400,000 mark. 
Gavin to keynote NHS. 


Garden-Way acquires W-W Grinder. (See Power 
Equipment Report) 
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Competition quickens at Expo 85. In its second 
year, the Louisville event shows phenomenal 
growth. 


ABCs of barbecue. 


Focus on opportunity. Six major shows offer 
business opportunities for lawn and garden 
marketers. 


Selling landscape decor. Retailers with strong lawn 
and garden departments can use landscape decor 
products to stretch season, maintain good profit 
margins. By Steve Trusty. 


Engines powered for tougher jobs. Louisville ex- 
hibits will feature more heavy-duty air-cooled 
engines for retailers serving commercial customers. 
Here’s a roundup of trends. By Scott Nesbitt. 


Three major European shows lure lawn and garden 
exhibitors, buyers to England and Germany. 


Products at the Expo. 
Companies exhibiting at Expo 85. 


OPEI establishes survey as annual service. (See 
Power Equipment Report) 
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Seeking price-sensitive products for image and pro- 
fit. When retailers can offer a quality brand name at 
a significant reduction, they create an image of a 
quality retailer with low or reasonable prices. By 
Susan L. Anderson. 


ABCs of portable blowers/vacs. 


OPE shipments to pass 5-year record. Shipments of 
walk-behind mowers for the first time in five years 
are projected to surpass the 5 million unit mark. All 
other outdoor power equipment lines, except tillers, 
move up, too. 


OPE future linked to deficits, innovations. 
Distribution changing: topic for NHS keynoter. The 
National Hardware Show features talks and 
seminars to attract lawn and garden buyers. There 
are 750 lawn and garden exhibitors, most of them 
featuring non-power product lines. 

Products at the NHS. 


Yellow Pages and co-op can boost sales. By Edward 
G. Blackman. (See Advertising) 


Major changes in pesticide distribution. By Steve 
Trusty. 


Product Movement Report, spring 1985. 


Bergen elected president of OPEI. (See Power 
Equipment Report) 


Increased demand for patio products reflected in 
GLEE exhibits. 


NRHA to offer videotape training course this fall. 
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Planning 86 merchandising strategies. 
ABCs of batteries. 


Designing garden centers for diverse product lines. 
By Steve Trusty. 


Louisville Expo scores again. By Glenn Hensley. 
How one OPE dealer viewed the show. 


Berk awarded Golden Medallion. (See Power 
Equipment Report) 
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(Act of August 12, 1979; Section 3685, Title 39, United 
States Code). 
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3B. Annual subscription price: ..... 
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New products debut for ’86 season. What’s new in 
watering products, patio and outdoor decor, garden 
tools, indoor plant accessories, packaged products, 
portable power equipment and power equipment is 
spotlighted. 

1985 NHS “best ever for Chicago.” Hardware show 
consolidates variety of lawn, garden and patio prod- 
ucts to fill space left by power equipment exhibitors’ 
move to Louisville. 


ANSI approves chainsaw standards. (See Power 
Equipment Report) 


Impact of bulb sales aids tested. 
DuBrow’s wins garden center, landscaping awards. 


Six in lawn and garden capture packaging awards. 
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1985 Market Update: lawn and garden trendline and 
outlook. New profile gives valuable data on types of 
consumers; gardening activities are measured in an- 
nual survey of National Gardening Assn. and 
Gallup. 

How housing buoys OPE sales. 

Fertilizer usage estimated for 1984. 

BIA reports grill sales up. 

Portable power purchasers. 

Wholesalers report chemical sales up. 
Snowthrowers up and down. 

Tiller shipments continue decline. 

Foliage volume increases. 

New survey profiles community gardening. 

Selling imports. New data from an LGM survey 
show retailer inventories of imported tools and 
power equipment. 

Anaual convention hosts NLGDA elections, 
awards. Ray Haynes named president and Bob Wise 
given 1985 Award of Excellence. 

Product Movement Report, summer 1985. 

Sales outlook optimistic. Respondents to an LGM 
survey indicate they are optimistic in their mid-term 


outlook. 


ABCs of Saw Chain. 
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